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For the first time, Boeing held one of itstechnology summitsin Spain. A series
of working sessions, lasting half aday, drew top-level strategists and opinion
makers from the aerospace sector from all over Spain and the U.S. Summit
attendees exchanged views on how technology would influence key business
areas in the future. Senior directors from The Boeing Company, led by Vice
Chairman Harry Stonecipher, hosted the program.

The fact that Boeing selected Spain as a venue for the technology summit
underscores Spain's role as arising star in the aerospace industry with
constantly improving products and services that offer increasing added value. It
Is also important to note Boeing has had a presence in Spain providing
products and services that have fully met its clients' expectations. Boeing's
commitment to Spanish customers has been strengthened by its decision to
open itsfirst Research and Technology center anywhere outside the U.S.

The Boeing organized tech summit in Madrid was held on January 30, 2002.
The summit was divided into four discussion panels tackling four subjects, and
each panel was composed of four experts. The topics discussed were:

 The future of communications using a space-based transmission system

» Technology'srolein achieving greater efficiency in air traffic management
» The application of technology in the field of the environment

» The impact of technology on defense systems of the future

Boeing established three goals in order to maximize the leverage of the Madrid
Technology Summit, including:

a) ldentify business devel opment opportunities

b) Expand relationships with its Spanish stakeholders




c¢) Capture the learning at the summit

The success of the summit is mirrored in statements by several of the summit
attendees.

Chief of Procurement of the Spanish Army - " Thismakesit easier to work
with Boeing" Takes Boeing one step closer in working the Apache program
successfully, because Apache, missiles, electrooptical system, half of radar,
and 40% LM. Electronic warfare depends on Boeing.

Iberia Executive - " We feel you want to get closer"

INSA Executive -" Tech levels of Space & Defense briefing valuable and very
high level"

EADS/CASA - " You guys have really become focused in Spain." They are
encouraged due to the potential business opportunities.

HISPASAT - the CEO said hisfirm now realizes that Boeing has alot of value
to offer, and would like to do more with Boeing.

a) Launch vehicle (Amazonas Satellite) Decision expected during first quarter 2002
b) Digital Cinema

c¢) Hybrid Networks

d) Future Satellite opportunities

Chairman of |SDEFE (M OD) - "Boeing is to be taken much more seriously
because the Summit has shown that they know how to work with the Spanish
infrastructure.”

U.S. companies in the aviation market interested in this sector contact the U.S.
Commercia Service for additional information:

Carlos Perezminguez

U.S. Commercial Service
American Embassy

Serrano 75

28006 Madrid

SPAIN

Phone: (34) 91/564-8976 ext. 2615
Fax: (34) 91/563-0859




E-mail: carlos.perezminguez@mail .doc.gov

For additional information regarding market research specific to your products and
services, ask about our Flexible Market Research and Customized Market Analysis
programs by contacting us at 1-800-USA-TRAD(E) or www.export.gov. Both reports
provide timely, customized, reliable answers to your inquiries about a market and its
receptivity to your products and services.

To the best of our knowledge, the information contained in this report is accurate as of
the date published. However, the Department of Commerce does not take responsibility
for actions readers may take based on the information contained herein. Readers should
always conduct their own due diligence before entering into business ventures or other
commercia arrangements. The Department of Commerce can assist companies in these
endeavors.

IMI Customer Satisfaction Survey

U.S. Department of Commerce

International Trade Administration

U.S. Commercia Service

The U.S. Department of Commerce would appreciate input from U.S. businesses that
have used this IMI report in conducting export market research. Please review the privacy
statement / disclaimers at the bottom of this Web site. Please take afew momentsto
complete the attached survey and fax it to 202/482-0973, mail it to QAS, Rm. 2002, U.S.
Department of Commerce, Washington, D.C. 20230, or Email: Internet
[QASurvey@mail.doc.gov].

* ** Apout Our Service* * *
1. Country covered by report:

Industry/title:

Commerce domestic office that assisted you (if applicable):

2. How did you find out about the IMI service?
__Direct mail




__Recommended by another firm
__Recommended by Commerce staff
__Trade/state/private newsl etter
__Department of Commerce newsl etter
__Other (specify):

3. Please indicate the extent to which your objectives were
satisfied:

1-Very satisfied

2-Satisfied

3-Neither satisfied nor dissatisfied

4-Dissatisfied

5-Very dissatisfied

6-Not applicable

__Overall objectives

__Accuracy of information
___Completeness of information

__Clarity of information

__Relevance of information

__Follow-up by Commerce representative

4. In your opinion, did using the IMI service facilitate any of
the following?

__Decided to enter or increase presence in market
__Developed an export marketing plan

__Added to knowledge of country/industry

__Corroborated market data from other sources

__Decided to bypass or reduce presence in market

__Other (specify):

5. How likely would you be to use the IMI service again?
__Definitely would

__Probably would

__Unsure

__Probably would not

__Definitely would not

6. Comments:




*** Apout Your Firm* * *

1. Number of employees.  1-99  100-249 _ 250-499
_500-999 1,000+

2. Location (abbreviation of your state only):

3. Business activity (check one):
__Manufacturing

__Service

__Agent, broker, manufacturer's representative
__Export management or trading company
__Other (specify):

4. Value of export shipments over the past 12 months:

__Lessthan $10K
_ $11K-$100K

— $101K-$500K
—_ $501K-$999K
_ $$1IM-$5M
__Morethan $5M

May we call you about your experience with the IMI service?
Contact name:

Phone:

Fax number:

Email:

This report is authorized by law (15 U.S.C. 1512 et seq., 15
U.S.C. 171 et seq.). While you are not required to respond, your
cooperation is needed to make the results of this evaluation
comprehensive, accurate, and timely. Public reporting burden for




this collection of information is estimated to average ten

minutes per response, including the time for reviewing

instructions, searching existing data sources, gathering and
maintaining the data needed, and completing and reviewing the
collection of information. Send comments regarding this burden
estimate or any other aspect of this collection of information,
including suggestions for reducing the burden, to Reports

Clearance Officer, International Trade Administration, Rm. 4001,
U.S. Dept. of Commerce, Washington, D.C. 20230, and to the Office
of Information and Regulatory Affairs, Office of Management and
Budget, Paperwork Reduction Project (0625-0217), Washington, D.C.
20503.
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